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INTRODUCTION

The Mastermind Concept

CONCEPT OF THE MASTERMIND GROUP:
A Mastermind Study is: A gathering of like-minded people who desire to focus on and 
achieve their goals through the study of a specific set of information and or material usually 
from one specific book or author.

LEADERSHIP INTRODUCTION:
“No matter where you are in the leadership process, know this: the greater the number of 
laws you learn, the better leader you will become. Each law is like a tool, ready to be picked 
up and used to help you achieve your dreams and add value to other people.”

A. What tools are you using to raise your level of leadership and, in turn, your
effectiveness?

B. Rate your leadership on a scale of 1 (low) to 10 (high) and discuss how you assess
your effectiveness.

C. Using this same scale, rate the top 3 people in your organization.

D. Are you willing to invest the time to educate yourself to become a better leader?

E. Do you believe that developing your leadership skills will increase your effectiveness?

F. “The one thing you need to know about leadership is that there is more than one
thing you need to know about leadership!”

G. Some laws will expose weaknesses you may not have ever realized you had. Some
laws you may already practice. All are tools to help you achieve your purpose and
dreams.

THE PARTICIPANT’S GUIDES AND HANDOUTS
1. Along with this Facilitator’s Guide, you will have access to the Participant’s Guides

and Handouts. These Guides are located in the “Maxwell Philosophy” section of the
Online University. There are two copies of these handouts:

a. Participant’s Guides with “fill in the” blanks

b. Participants Guides with blanks filled in (Key)

2. The participants in various MMG vary from novices in personal growth, to highly
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trained professionals. Further, each person has their own learning style. Some MMG 
work better by providing the handouts with the blanks filled in, but also highlighted. 
As the Facilitator, you will need to determine, along with your group, which guide to 
handout, or even offer the option to the entire group.

ACCOUNTABILITY OF PARTICIPATION
1. Meetings will be held in a quiet space free from interruption.

2. Cell phones and all other electronic devices will be turned off for the duration of the
meetings.

3. Meetings will start and end promptly.

4. Members should provide prior notification to the teacher/coach/leader if they are
unable to attend or will be late.

5. Members are expected to obtain and read the book, “The 21 Irrefutable Laws of
Leadership” and be ready for each MMG meeting by having read the material prior to
the MMG.

TIMING OF MEETINGS
Meetings should last no less than one hour and should not exceed 90 minutes. This timing 
has been tested and proven over many years and in many situations. It can become very 
easy to feel like “they really wanted to talk longer” but this can also leave others who have 
made the same time commitment feel as if their time is not important.

GENERATING A GROUP RAPPORT:
1. Encourage members to support each other throughout the week by keeping in

touch via email or a phone call. This “touching base” cannot be underestimated as to
importance.

2. Check in on each other to share successes or provide support if someone finds
themselves facing a challenge or problem.

REMEMBER, THE THREE E’S OF A GREAT MMG:
3. Expectation — When you ask your fellow learners to read, to share, and to learn,

they will sense the expectation you have for their success.
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4. Excitement – When the leader is excited, the followers will become excited too. They
may ask themselves, “Just what is it this person knows that makes them so deeply
into this material?”

5. Encouragement – Sharing victories, offering hope and lifting up each participant will
help bring them back next week.

6. Utilize the group discussion to generate ideas or suggestions. Remember, this is a
“Mastermind” where we are all learning from one another.

SHOWING APPRECIATION:
1. When beginning each MMG session, be sure to let all in attendance know how much

you have been looking forward to this very moment in time, and how this time is so
important for us all.

2. Be sure to thank everyone for their participation and adherence to the rules.

HAVE FUN:
1. Enjoy the study, enjoy the group, and have fun. While many of these concepts can be

challenging, finding joy in the entire process will be fulfilling and contagious.
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THE 21 IRREFUTABLE 

LAWS OF LEADERSHIP
“Follow Them and People Will Follow You” 

By Dr. John C. Maxwell

Content Description
While times change and technology marches forward, the principles of leadership are 
constant and stand the test of time. There are four ideas to keep in mind as you  explore  The 
21 Irrefutable Laws of Leadership:

1. The laws can be learned. Some are easier to understand to apply than others, but
every one of them can be mastered.

2. The laws can stand alone. Each law complements all the others, but you don’t need
one in order to learn another.

3. The laws carry consequences. If you ignore them, you will be unable to lead well.  If
you implement them, people will follow you.

4. These laws are the foundation of leadership. Once you learn the principles, you
have to apply them to your life to achieve your full potential as a leader.

Engaging the Laws
You can expect the following process to be followed in the participant guides as we learn 
each of the laws:

1. We will l e a r n each of the laws as an overview.

2. We will discuss l i v i n g each of the laws.

3. We will discuss how to l e a d others to the law.
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The Law of the Lid

CHAPTER ONE

The Law of the Lid

“……leadership ability is the lid that determines a person’s level of effectiveness. The lower an 
individual’s ability to lead, the lower the lid on his potential. The higher the individual’s ability to 

lead, the higher the lid on his potential. To give you an example, if your leadership rates at 8, then your 
effectiveness can never be greater than a 7…Your leadership ability — for better or worse — always 

determines your effectiveness and the potential impact of your organization.”

A. GOAL SETTING

• Discuss	your	current	3	major	goals	—	will	you	need	assistance?

• Do	you	need	to	build	a	team?

B. Read the McDonald’s story (p. 1-4). They created a great concept, they were
financially secure, and they had the business sense to change with the times and
implement “Speedy Service System”. Their genius was in customer service and
organization.

• Discuss	3-5	strengths	you	possess	that	can	assist	you	in	achieving	your	goals
and aid you in supporting the leadership role of your team.

• What	is	your	weakness?

• What	would	hinder	or	prevent	your	success?

C. The McDonald brothers had the marketing idea to franchise their brand, but
they failed in their ultimate goal to turn their enterprise into an American
institution and global entity.

“They lacked the leadership necessary to make a larger enterprise effective.” Then, 
they connected with Ray Kroc – a leader.

• Discuss	the	differences	between	the	McDonald	brothers	and	Ray	Kroc.

• What	sacrifices	are	you	willing	to	make	to	raise	the	lid?

• Suggest	that	your	group	write	this	down

• What	is	stopping	you	from	achieving	the	next	step	of	your	goal?
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D. “The higher you want to climb, the more you need leadership. The greater the
impact you want to make, the greater your influence needs to be. Whatever you
will accomplish is restricted by your ability to lead others.”

• Working	hard	at	raising	the	lid	of	leadership	will	increase	your	effectiveness.
Study the charts on page 6 & 7.

• What	steps	can	you	take	to	raise	your	lid	of	leadership?

• List	and	discuss

• What	are	3	things	you	can	do	to	help	your	team	raise	their	leadership?

E. “If a person’s leadership is strong, the organization’s lid is high. But if it’s not, 
then the organization is limited. That’s why in times of trouble, organizations
naturally look for new leadership.”

• Personal	and	organizational	effectiveness	is	proportionate	to	the	strength	of
leadership.

• Look	at	your	life	—	professional	and	personal	—	and	rate	your	level	of
effectiveness.

• Are	you	willing	to	take	the	necessary	steps	to	RAISE	THE	LID?

• You	can increase your level of effectiveness.

• You	can	RAISE	THE	LID!	You	can	be	the	Ray	Kroc	or	Steve	Jobs	of	your
dream!

ASSIGNMENT FOR MEETING #2 — THE LAW OF INFLUENCE
• Are	you	a	great	manager?	Who	do	you	manage?	Do	your	management	skills

reflect your leadership skills?

• Are	you	a	successful	entrepreneur?

• Do	you	follow	those	that	possess	intelligence?	Think	about	that…

• Being	the	FIRST	does	not	qualify	you	as	a	LEADER

• Are	you	influenced	by	Leaders	or	Titles?
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